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THAN KSGIVING ASS EMBLY 

Hayes Speaks to Students 

At Lowell Textile Institute 

“Democracy on Trial” Is Subject of Legion official. 


The following program was given at 
tile Thanksgiving Assembly which was 
held on Tuesday, November 26, in 
South wick Hall. 

MARCH Selected 

Heiivy H. Thomas, '3(1 
GOVERNORS PROCLAMATION 
Read by 

Monsky Markarlan, 

President of Class ot 1936 
PRAYER OF THANKSGIVING 
Textile Quartet 


Phi Psi 


BUSINESS REVIEW 


Holds Dance Facts In Conducting 
For Pledges 


a Market Investigation 


By C. M. OFHLRR, 


otber disciples of crime Is no longer 
a debatable question. There can he 
compromise with public enemies 


Gamma Chapter of Phi Pal held a! 
dance a' the now Fraternity House I 
on Monday, November 25. The affair ' 
waB very well attended, with a ma- , Presumably most ot yon, as bust- . manufacturer's two major problems 

jority of the active meinhers present. * ness or advertising managers of your | sets out to answer the above quo' 

as well as practically all the pledges, j school publications, are fundamental tions. 

in whose honor the dance was given, j |y Interested In the problem of keep. This can be done in uny of several 
Mnsic- was provided by the new ing the pages of your pupers filled ways, hot the most satisfactory, and 

with advertising. Therefore, after by far the most convincing, Is by 

thinking the matter over, I have come means of a honse-to-honse rind store- 

to the conclusion that a few sugges to-store survey of a complete cross- 
tions on how to use market tnvostiga- section of the city. Interviewers sent 
out by I he newspaper must ring door- 
midnight, at which time re- a college publication might be more bells and tnlk to housewives, la the 


cost of the World War. Over 30,000 
people are killed every year in auto- 
mobile accidents. The graft in polities 
reaches up into the billions of dollars. 

It is the man on the street who pays 
the freight and carries the burden of 
luxation. 

The question of communism In the 

United States and the subversive at- TI|e tllIry-odd couples datl( . ed tlon t0 hel „ se „ advertising space 

tacks against the government by we|l onto m j dI1 jgi, ti at which time re- a college publication might be 


combination vlctrola, which nmde It- 
self very popular because It was not 
necessary to stop dancing while some- 
one found another record. 


fresli ill 
broke up s 


■ere served. Tile party practical mid helpful to you than a de- slums mid on the Gold Const, 
i afterward, with every- tailed UlsellSBlon of tile mechanism of wives of plumbers and bankers, track- 


regretting the fact that, due to market Investigation. 


E. F. Moreno, Jr., '36; H. R. Cno- regard less of tile label or the sang. c)aHses ,|, e nexl mo) - n)n g, It could 


ulngliam, '39; J. H. Fleming, '37; 
K. A. Grinned), '39. 

Aceompanlst, Mr. R. Fo: 
AOORESS — 

"Democracy on Trial" 

Royal K. Hayes 
TRUMPET SOLO 

James R. Redmond, '37 
FAITH OF OUR FATHERS 
ALMA MATER 

Assembly 


Patriotic American citizens should 
submit their linger prints to the prop- 
er an t hurlt ios in order to be kept as 
a n enns of identification and as a pro- 
tection tu themselves and thoir fam- 
ily. All men who were in the service 
during the World War have their 
finger prints oil file at Washington. 
Tile taking of llnger-prluts Is a routine 
I protection that safeguards all patriotic 
citizens, 


[continue any later. 


: would like first, 


drivers and lawyers, clerks and ( 
to de- c,ltiv|;ls . und '"list find out tile answers 



scribe briefly some of the ways In to tllG niamifnctnrev's questions. They 
' which current market information Is must a,H0 talk t0 grocers In every bi 


gathered' hy metropolitan r 


lion or the city, finding out in what 


Wc 


t remember that It v 


s the 


national magazines, advertising agen- type3 ot Mores and in what parts of 
jcies, and other organizations, and how towa ll,G manufacturer's product and 
| it is applied to the sales problems of competitive products enjoy their best 
national advertisers. .Many of t | )e | distribution and sales, and where they 
problems of agencies and of lurgo pub- ,n ' e weakest, and why, 

„ w Heatlons are not essentially different " ke " *'" ^Is Information Inis 

Nineteen deaths attributable to bon, many of your problems. It is pos- . «' 


Yale students earned 
$432,132 last year. 


football directly or indirectly have oc- 


t earn inn against communism that el-] cur red tills season. College football 
c rated Mussolini to power In Italy, produced only one fatality, high school [ 
Tbc'tiii-Vm.t, of communism mode ltos-, I>lay -14. 
soldi- the rise of Hitler in Germany 
The bloody red hands of the ungodly 


Here is the text ot Mr. Huj 

Thanksgiving season revives our The bloody red hands ot the ungodly. Almost nil American colleges have large dally newspaper wants to dem- 
memorles of all the happy y ester- twins, communism and atheism, are now established dancing ns u regular onstrate that It Is a good newspaper 
years. We recall the sacrifices and slowly strangling out of existence all J i»art of their curricula. for the manufacturer of a nationally 

devotiou to the ideals of Americanism Personal liberty and religions freedom 


sible that a brief resumd of how some 1,1,1 * n, ° presentable and understand- 
of them are met by organizations of ahle fo 'i". the newspaper eon ap- 
this type may give yon some ideas P r »aeh the food manufacturer and his 
(that xcni-ivlU find useful in your field, adver tisin g 
j As Problem No. 1, let ns sa- nn 




exemplified by the founders of onv 

country. We thank God for the spirit, if fnsci.,ui gains a foothold in the 
of America and we believe today as United States it will be only because 
never in the past In the sanity and democracy is threatened by Ihe evils 
courage of onr forefathers. Let its [of communism. Before it Is too late 
resolve to renew our vows of citizen- let ns put onr house in order and face 
ship and practice the common sense huts and think straight as It becomes clined NY A assistance 
virtues that made us a free people free born American citizens. 

and a great nation. Laws with teeth must be passed by According to Frank Lloyd Wright, 

It has been saia that brutal fact 1 the tic.tt Congress agaii.st communism 


Doslllsha University, known as the 
Amherst of Japan, was founded by 
Joseph Hardy Neesima, Amherst ’7(1. 


advertised food produet to use. Let ns 
assume that the manufacturer of the 
food product In question has two 
major selling problems; First, to cre- 
ate greater consumer demand ninong 
people who are logieal prospects for 1 


(Continued t 


page 4) 


Senior Class Elections 


often murders a beautiful theory. 

Today we are particularly interested 
In economic- recovery, social security 
and political harmony. To waste 
words iu Idle discussions or to in 
dulge in mental gymnastics over ir- 
relevant matters, Is no concern of the. i At recent senior class meeting 
American people during these days ofj 11 ^ f ° M owh,g m«n were elected as the 
economic stress and mental strain. 

The American people must will to 
adjust conditions by seeking practical 


solutions in the light of pragmatic 
truths. Before there can he economic 
recovery there must he social security 
and politic, 'll harmony. People cannot 
eat slogans and catch-phrases dished 
out by politicians and propagandists. 
Good intentions do not pay the relit 
nr balance a budget. Men and women 
must he put to work at a living wage. 
But first there must prevail among 
the citizens of the United Stales a re- 
spect for law and order and a holler 
that It Is good business to live and 
let live. 

Billions of dollars ore taken away 
from honest citizens every yenr In the 
United States hy gangsters and rack- 
eteers. The cost uf crime unless 


officers of the Class of 1936; 

President Mmishy Mnrkntiaii, IV. 

Lowell, Mass. 

Vice President -James R. Redmond, 

IV, Lowell, Mass. 

Secretary — Robert T. Crawford, VI, 

Boston, Ainas. 

Treasurer — David Landau, IV, Brook- 
lyn. N. Y. 

Executive Council — John J. Rotirkc, 

IV. Lowell, Mass. 

Class Marshal — James C. DeGni.liy, 

IV, Stoiiellaiu, Mass. 

CoinuK-neeiuenl Chairman Robert 
P. Jessen, 1, WIlitliiKVlile, Mass. Tl,e class of 1SS9, Bryn Muwr, 

The following men were elected as cently gave the college $50,000 — 
members of the Commencement Com- anonymously.' 
mlttee; Bernard J. Tyer, IV, Lowell, 


il ten live hearing. If the 
newspupnr actually reaches a sizable 
number of logical prospects for the 
food liinniifarturer's product, and If 
the newspaper therefore lias some- 
thing worthwhile to sell the muiiiifac- 
direr, this fact will he readily appa- 
rent to the prospeet. 

Problem No. 2, let ns assume 
Hint an advertising agency Is prepar- 
his product and who can afford to hnv lu £ to 'nuke recommendations to nn 
it, and, Second, to Improve Ills retail automobile manufacturer concerning 
distribution, or, In other words, tu get advertising for next year. Natural- 
his product on sale in more and better >>'• the ma J° r questions In the tutimi- 
. grocery stores. factnver’s mind are questions like 

long the storm center of American these- 

architecture America suffers from If the newspaper were to go to the 

"too much so-called education." aiunufncturer, or to the agency lutnd- Wtwl klll<l <> f advertising copy will 

| ling his advertising, and merely talk sel1 t,le l,,ost automobiles for mo? 

Two Princeton freshmen stated their , al,0 " t l " 1 ' Rlze ° f Us c,lu, ' laUo 1 Sow^alT ,12 

si-*—- 

1 ' ... most thoroughly rend newspaper hi its [ ffuently and most economically? - 

Li... it wouldn't eet to first base Where do they live? What do they 

Ten times as many students are | clt>> 11 " oulan 1 gel 10 nrsl uas< ' 
using their college libraries now as in '<■ The manufacturer knows very well 
1925. that the people living in the various a ,j ver |j B j„jj 

parts of a city are not all equally good chanl ,„ lllg 


read? What radio stations do they 
listen to? Mow cun I best tie-up my 
mpaign with u tner- 
ipuign that will assure 


(Continued on page 3) 


Columbia University scientists have prospects for his product. He knows, 
devisc-il a te-t to measure the effect of likewise, that all of the readers ot a 
propng utrla uu the individual. newspaper are not equally good pros ' 

-*• peels, Sci’ what lie wtints to know Is pYPrilfivP Pminril 

Melvin Rugg. Rochester Univecslty What .lasses uf people comprise the LXeCUllVe VeOUIlCIl 
freshman, travelled 21,0t>0 miles to bulk of the newspaper's circulation? 

What arc their Incomes and standards 
of living? Wliol are their buying [ 

CCNY students are raising funds habits? What are their brand prefer- 


' come to school, 


Elects Officers 


iedlcal supplies for Ethiopia. 


The following officers were elected 
ences in the food Item he Is trying to at the last meeting of the Executive 
sell? How good are they as prosppets Council; 

for his product? Where do they buy I president William P. Welch, 
food? How many oi them live Iu nee- 1 Lowell, Mass. 

tions of the city where the mannfac- First Vice-President — Francis X. 
product now has good dlstribu- Nerney, '37 .Lowell, Mass. 


checked will eventually exceed the Lowell, Muss. 


Joseph C. Cobb, VI, Boston, | Students should be taught the theo- l l° n - a "d kow many of them live In Second Vice-President Herbert W 
Mass.; \V Arthur Smith, Jr., VI, Low-jry of communism a3 they are the the ‘ lke sections where he would like to Wilkinson, '37. Edge wood, R. I. 
ell. Muss.; Allan J. McQtiude, VI, 1 ory of capitalism, says Dr. William strengthen his distribution? Secretary- Robert T. Crawford, '36. 


Russet) of Columbia 


The newspaper, recognizing the food Boston, Muss 


Southwick Hall IFOOTBALL HOP Friday, Dec. 6, 1935 


Freshman Dance, Southwick Hall, Friday, December 13, 1935 
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ry is at its height. Also, it must be conceded, due to the circum- 
stances — four fraternities, and only three of these engaged in active 
rushing — the competition is keener than it would be among a larger 
number of fraternities. But in spite of these conditions, we still feel 
that the statement is unjust. 

The fact that classes are so small at the Institute, and the fact 
that these classes are invariably composed of members of different 
fraternities tend, to a great extent, to keep inter-fraternity relations 
on a friendly basis. A man is almost bound to have as some of his 
best friends men who are affiliated with another house. And be- 
, cause of the difficult nature of many of the courses, these men can, 
and do, work together to lighten the burden for all concerned. And 
I while this condition exists, surely the feeling between the different 
fraternities can hardly be one of animosity. 

As to the "Have a cigar!” policy of rushing, we will admit the 
system in use today might easily give that impression. We know 
that the system has its weaknesses. But can the freshman describe 
any more satisfactory method? As far as "free meals" are concerned, 
how else can a fraternity become acquainted with the members of 
the freshman class? In what other way can a fraternity show its 
house to a freshman and have the freshman become acquainted with 
the members? What else can a fraternity do which would be as big 
a help in making up its mind what men it would like to have as mem- 
bers? It is rather a difficult problem, but until someone outlines a! 
more satisfactory plan, it seems that the status quo will have to be 
maintained. 



yl freshman %eeks at fraternities 

S INCE fraternities play such an important part in student life at 
L. T. I., as at most colleges, it is only natural that a freshman 
should lry to develop a comprehensive view of the whole situation. 

The freshman is, by nature, an idealist, and therefore, is in- 
clined to look at fraternities from the point of view of ethics. He 
expects more from the fraternity he joins than just good times. He 
expects an opportunity to make new acquaintances, to develop last- 
ing and worth-while friendships, and, above all, he expects the privi- 
lege of spending his college career in an atmosphere of true com- 
radeship. 

While these conditions are no doubt true among members of the 
same fraternity, they do not seem to exist between members of dif- 
ferent fraternities. On the contrary, there is a feeling of animosity 
far exceeding the bounds of friendly rivalry. Because of this, a 
freshman cannot join one fraternity without! making all his friends 
in the other fraternities feel that he has knifed them in the back. 

A freshman feels honored if he receives a bid front any fratern- 
ity, whether or not lie has any intention of joining it. And yet, fra- 
ternities employ the "Have a cigar!” policy of rushing. If a fresh- 
man is the type of person who would let a free meal, or any similar 
inducement, influence his decision, it would be better for all con- 
cerned if lie remained a non-fraternity man. And can this policy 
help but make any thinking freshman suspect a "nigger in the wood- 
pile?" 

After all, fraternity men are first Textile men, and the fratern- 
ities owe their very existence to the school. Therefore, any feeling 
between fraternities should not be allowed to stand in the way of 
perfect cooperation for the furthering of the Institute. Is that ask- 
ing too much? 



freshman pledges. Welcome to Gam- severance may we point to the flag 
ma Chapter of Phi Pal. We feel that that now flies over the Institute. It 
we have enjoyed a very successful tools a little time to get It, but we auc- 
rusblng seuson, and are sure we will ceeded. Thanks for heeding our re- 
never have cause to think otherwise, quest. 


fraternities %ook at a freshman 

T HERE are several accusations in the accompanying article which 
we feel no fraternity man would hesitate to deny. We are sure 
that these views are first impressions, and, as such, subject to modi- 
fication and correction. Consequently, we should like to state our 
>ide of the cast at this early date in an effort to correct these im- ' 
pressions as quickly as possible. 

We arc certain that no fraternity man would allow to go un- 
challenged the statement that “there is a feeling of animosity far 
exceeding the bounds of friendly rivalry”. We can see how a fresh- 
man might easily form this opinion because of the fact that his first 
contact with fraternities is during the rushing season when the rival- 
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Lou Dursln Is the poorest example 
of an Invalid we've seen in many a 
day. We've of the private opinion 
that he's without a doubt the health- 
iest man In the house. Which per- 
haps Isn’t saying so much, hut still 
an accomplishment for one so recently 
removed from an appendix. 

Congratulations, Tommy Comstock. 
We think you're doing all right. 

And more congratulations are iu 
order — the Terraplane got to the Cape 
and back with comparative ease last 
Saturday. 

There was a stranger at the dance 
Monday night. No one knows exactly 
who he was, hut rumor has it that his 
name was Scharscbmldt or something 
to that effect. 

Nemo Lincoln may be the one 
only as far as Madame Butterfly (of 
the Rex Butterflies) Is concerned, hut 
unless we're mistaken, he was a bit 
annoyed at various circumstances and 
events the other night. Can't you take 
It, Charlie? 

Russ Broadhurst did a noble job 
Monday night. We still think his 
name Is a typographical error, and 
was meant to he Broadhunter. 

It was proved beyond the shadow 
of a doubt that as floor waxers, Henry 
Thomas and Les Greene rate tops par 
excellence and stuff. 

We would have thought there were 
plenty of peoplo in the house to con- 
verse with Monday night, hut evident- 
ly Soapy Smith didn't think so. How- 
ever, we still don't see why he bad to 
pick those two gontletuen In the blue 
suits to exchange bons mots with. 

, Since Bingo Luescher has reached 
ills new high plane of social accom- 
plishment. we feel that "Bingo” Is 
Just a bit undignified. In the search 
for more appropriate title, "Count von 
Bad Luckner" Is the unanimous choice 
to date. 


A.S.M.E. A Society Mysteriously 
Extinct (l.e. at L. T. 1.) 

The editor of this column will, in 
the next issue, give the results of a 
poll of faculty and student opinion oil 
the subject of Open House at Textile. 

We would like to see some real 
student support at the Football Hop 
on next Friday night at Southwlck 
Hall. 

Perhaps the day will come (within 
the next 100 years) when some people 
wiio park In the quadrangle will use 
the white parking lines. 

The litter of debris, hutts, etc, has 
moved from the front doors over to 
the entrance to the Wool Dept. It 
certainly is a tribute to the callous In- 
difference of some of onr "educated" 
colleagues. 


Praise when and where due is our 
motto. The new rooms recently huilt 
on the third floor are timely additions 
to L. T. I. They will serve as a re- 
tiring room for our co-eds and as a 
Design Dept. Room respectively. It 
would not he amiss to renovate the 
locker room in order that the male 
students might have a ‘'decent" gath- 
ering place. How about it? The pres- 
ent condition is hardly an example of 
the modern locker room. 

Predictions are now lu order for the 
Republican candidate tor tlie presi- 
dency and for the outcome of the 1936 
elections. 


Russell T. Fisher, '25, still maintains 
his position as Secretary of the Na- 
tional Association of Cotton Manufac- 
turers. 

Herman Liebmann, ex-'35, when iast 
heard irom, was sojourning In Lenin- 
grad. U. S. S. R. 

It is interesting to note that the 
S nnd Z system of denoting twist di- 
rection which was first devised hy Ed- 
win D. Fowle, '24, has now been 
adopted In Italy and Germany. May 
you have as much success with the 
T.vpp system, Ed. 

"Emmy" Hlrsch, ex-'35, is dividing 
I his time between Hinckley Technical 
School and weekly trips through var- 
ious British textile plants. 

R. L. Lee, Jr., who bns done con- 
siderable work at L. T. L, under a 
grant from the Textile Foundation, has 
resigned from a teaching position at 
bis Alma Mater, Clemson, In order to 
take a position with the Department 
of Agriculture in Washington. 

Omicron Pi News 

Congratulations to the new pledges! 
May you carry forth the high ideals 
of this fraternity and prove yourselves 
to be worthy men to bear the spirit of 
Omicron Pi. 

Tom Hardy may be an expert at 
bringing down foxes hut as yet we 
haven’t heard of his dropping a dear. 

Some day Kaiser will learn that 
only horsemeal and a little leather 
thrown in can possibly be bought at 
ten cents a pound. 

| 

George Hadley's feelings towards a 
certain young lady have depreciated 
very rapidly. What's the matter 
George, are you heing two-timed or 
Is the other fellow just too good for 
you? 

Charlie Gould Is really a two-faced 
creature. The first of the year he 
was a hit hoggish hut now he is tend- 
ing toward the chipmunk fantasy. If 
you don't think this is true, watch him 
sometime when he eats. 


While the people of this country do 
not condone land grahbing or advo- 
cate the advance of civilization at the 
point of a machine gun, they do not 
thoroughly agree with onr Secretary 
of State who seemingly has more in- 
terests In Europe than in his own 
country. We sold ourselves into the 
last war and If we don't mind our own 
business we'il chisel into the next one. 


Peace to Mussolini means as large a 
piece of Ethiopia as he can grab, hut 
things are beginning to look hlack for 
Mussi in Africa. 


Personally, we Intensely dislike 
Billy Reed's cigarette lighter. How 
can yon win against a lighter that 
works every time? 

To live In hearts we leave behind 
is not to die. — Campbell. 
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Facts In Conducting 

a Market Investigation 


(Continued from page 1) 
me of the enthusiastic cooperation of 
my dealers'? How can I use this ad- 
vertising campaign to Improve my dis- 
tribution? 

All of these questions, and many 
more, must he answered to tbe satis- 
faction both of the automobile manu- 
facturer and tbo agency before Anal 
plans can be made for a great national 
advertising campnigu. May of them 
can be more or less readily answered 
on the hasls of present knowledge and 
post experience. But tbe market is 
constantly changing, competition is 
everlastingly active, and the manufac- 
turer and his agency must always 
keep in touch with current trends and 
be prepared to take advantage of them 
with new ideas. 

Dne of the most successful copy 
writers in the history of advertising 
made it his regular practice, before 
he ever undertook to write a series of 
advertisements for a product, to spend 
a week or two, or perhaps a month, 
ringing doorbells aud selling the prod- 
uct liouse-to-house. In this way he 
knew in advance exactly what kind of 
people tbe best prospective customers 
were, how they reacted to each selling 
argument, which snles stories were 
productive of the most sales, which 
features of the product impressed the 
customers most favorably, and which 
left them “cold”, and, above all, he 
was able to segregate the real 
“reasons why’’ the prospective custom- 
ers should and would buy the product. 

This same technique, in a sense, 
must be used by any agency whose ad- 
vertising copy is actually to be ’’sales- 
manship in print”. 

To obtain up-to-the-minute answers 
to mauy of the questions that are up- 
permost in the minds of the automo-i 
bile manufacturer and the agency, 
trained interviewers are sent out, per- 
haps in one or two cities, perhaps in 
scores of cities from coast to coast, to 
talk ahout automobiles to hundreds or 
thousands of people of all classes and 
conditious. Retail dealers and sales- 
men and distributors are also talked 
to. Tbeir sales problems are learned, 
and their experiences are recorded. 

Thus, by actually talking to the 
prospective customers, by learning 
what they like and dislike about the 
automobile that is to be advertised, by 
learning where aud when and how and 
why people are buying automobiles, 
why various kinds of people buy one 
make of automobile in preference to 
another, and what kinds of people 
constitute the major part of the mar- 
ket for the kiud of car that is to be 
advertised, the agency obtains facts 
on which to base jndgment regarding 
the sales appeals that are likely to be 
most powerful, tbe kinds of media to 
recommend In order to reach the bulk 
of the prospects, and the kind of mer- 
chandising plans that will be most 
helpful to the dealers. 

Speaking from my own experience 
as business manager of a student pub- 
lication at the University of Minnesota 
three or four yeavs ago, 1 feel free to 
express the opinion that probably in 
a deplorahle number of cases campus 
publications chisel rather than sell 


their local advertising. Unless the sit- 
uation has changed radically during 
the past couple of years, I doubt 
whether many campus publications, 
when they approach a prospective 
local advertiser, have anything to of- 
fer excepting a lot of blank white 
space. 

Looking back ou my own experience 
on a campus publication, I can recall 
very few occasions on which we made 
an advertising solicitation as intelli- 
gently as we might have If we had 
realized how interested the advertis- 
ers would have been In facts ahout 
our market, and how unimportant our 
unsupported opinions were to them. 

As I remember, we almost never 
took the trouble to Investigate our 
own market and find out what we had 
to offer an advertiser before we tried 
to sell him a contract. About the only 
facts we ever offered him were statis- 
tics regarding tbe enrollment of our 
school and tbe circulation of our pub- 
lication. Otherwise, our solicitation 
consisted of a little theorizing about 
the long-time value of the youth mar- 
ket, a few unkind remarks about the 
rival campus publications, a comment 
on the fact that the prospective ad- 
vertiser's most potent competitor was 
using our publication, and— on occa- 
sion — a reminder to tbe advertising 
manager that his nephew was one of 
our most cherished fraternity brothers. 

Having learned, since those days, 
how comparatively simple It is to 
gather reliable market Information 
that Is of genuine value to advertisers, 
1 feel that campus publications might 
very well follow the example that is 
being 6et by metropolitan newspapers 
and the national magazines, and start 
i selling space on the basis of market 
facts rather than opinions, prejudices, 
and guess work. 

Two organizations with which I am 
familiar, National Advertising Service 
aud Tbe Collegiate Digest, have done 
some very valuable work during the 
past two or three years in gathering 
information on the college market 
and presenting it to national advertis- 
ers. The opportunity for applying 
this same technique to local space- 
selling problems is wide open to each 
individual school publication. 

Let ns say, for example, that you 
have been trying to sell Smith's De- 
| partment Store, one of the larger 
men's clothing stores in yonr city, and 
that the advertising manager of the 
store has refused to he impressed by 
yonr statement that you have 5,000 
male students in your school, and that 
every one of them reads your paper. 

My suggestion is that you make an 
experimental market investigation on 
the following basis: 

Send a couple of your brightest 
stooges out on the campus with a 
questionnaire. Let them talk to 500 
students, for instance, picking the 
students in such a way that you will 
get the right numbers of -fraternity 
and non-fraternity men in proportion 
to the total numbers on your campus, 
and so that your ratio of working and 
non-working students will be correct, 
etc. 
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Ask each student you are Interview- 
ing just three questions: 

1. How often do you buy a new 
suit? 

2. How much did you pay for the 
last suit you bought? 

3. Where did you buy It? 

After you have made the Interviews 
and have tabulated the results, let’s 
say that you have ascertained the 
following facts: 

1. The average student on your 
campus buys two new suits sach year. 

2. The average student pays $30.00 
for each suit he buys. 

3. 20% of the students buy their 
suits at Jackson's Store, 20% at the 
Emporium, 20% at other stores In the 
school town, 30% of the students buy 
suits in other cities, including their 
home towns, and only 10% buy their 
suits at Smiths. 

Now let's, do a little simple arith- 
metic. 

Since you have 5,000 men students, 
each buying an average of two suits 
anunally, you have a potential market 
of 10,000 suits per year. 

Since the average price paid per 
suit is $30.00, multiply this by 10,000, 
and you get $300,000, which mesns 
that this is the potential yearly dollar 
volume for men's suits on your 
campus. 

Now you have some dynamite for 
the advertising manager at Smith's 
Department Store, especially If Jack- 
son's Store and the Emporium are 
among your advertisers. 

Obviously, Jacksons and the Em- 
porium are selling twice as many suits 
on the campus as Smith's are. And, 
obviously, Smith's are getting a 
smaller proportion of the campus suit 
business than they might normally ex- 
pect to get. 

Perhaps they could not hope to 
shoot at tbe combined 40% of the 
market that Jackson's and the Em- 
porium are getting, since these firms 
have long been heavy campus adver- 
tisers and are well established. But 
with a timely barrage of advertising, 
-Smith’s could most certainly shoot at 
the 20% of the business that Is going 
to smaller stores in yonr city, and at 
the 30% of the business that is going 
out of town. 

Now you have given Smith's adver- 
tising manager something very defin- 
ite to think about, In terms which he 
is able to understand. 

You are dangling a $300,000 market 
for suits in front of his nose, not to 
mention the market for overcoats, 
shoes, shirts, neckties, etc. 

You have given Smith’s advertising 
manager two very definite things into 
which to sink his teeth, 

1. You have proven conclusively 
that yon have a suit market worth 
shooting at. 

2. You have demonstrated the 
power of your publication to sell suits 
on the cainpns, since your advertis- 
ers, Jackson's and the Emporium, are 
selling twice as many suits as Smith’s, 
the non-advertiser. 

in addition, you have increased the 
advertising manager’s respect for 
your market as a whole. He will re- 
alize that if yon offer him so respect- 
able a market for suits, you are also j 
offering liim a worthwhile market for 
everything else In his store. 

Armed with these facts, you are In 
a splendid position to suggest to the 
advertising manager that he turn back 
at least 3% of the $30,000 worth of 
business that he is getting front your 
market. That would he $900 in suit 
advertising, which would be a pretty 
good, return for your tronhle In mak- 
ing the survey. 

if Smith's advertising manager lias 
a fool-proof budget, and cannot possl- I 
biy advertise, take your story to the i 
next largest non-advertising clothier I 
aud try It out on him. Also, be sure 
to take it around to Jackson's and The 
Emporium. Maybe, by confronting ; 
them with this evidence of the effec- 1 
tlveness of your publication, you can I 
startle them Into doubling their ap- 
propriations. And don’t forget to i 
show your story to every other ad- 
vertising and non-advertlslng firm in I 
town, pointing out that what Is true , 
of suits applies to every other product 


This Collegiate World 
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It is all gentle spoofing, no doubt, 
but most entertaining — this story the 
columnist in the student paper at the 
University of Illinois is telling. 

A state senator, returning from the 
capital to his home town, was met at 
the station by an angry constituent 
who berated him for not cutting down 
the funds allotted to the state uni- 
versity. 

“Don't you know,” crackled the citi- 
zen, "Dou't you know that at that 
school, men and women students have 
to matriculate together. Yessir! Fur- 
thermore, they have to use the same 
campus!” 

This is the secoud time lately we 
have gotten onto the questlou of Min- 
nesota prisons and there Is no excuse 
for It Except . . . except that we felt 
we just had to tell you the discovery 
made by extension course directors at 
the uulversity of Minnesota. We feel 
you should know that prisoners av- 
erage higher in their correspondence 
courses than the day students on the 
campns who take the same courses! 
Seventy per cent of tbe convicts have 
A's or B's consistently. 

Right alongside of that paragraph 
you should put this one. Oswald Vll- 
lard, the great liberal writer, has been 
telling how tile college press is Im- 
proving, particularly In an editorial 
way. 

The Yale News, says be. Is the ideal 
college paper. Why? Because It does 
not hesitate to print editorials critic- 
izing the president and college admin- 
istration, 

(Wonder If Mr. Villard has ever 
read the Columbia Spectator, or any 
one of a dozen other college papers 
that outshine the Yale News on that 
score). 


You will realize what a tremendous 
event It was when Dartmouth beat 
Yale for the first time In history, when 
you learn that the whole editorial col- 
umn In "The Dartmouth”, generally 
rather staid and detached, was written 
In poetry, to celebrate tbe victory, Not 
good poetry, mind you, but enthusias- 
tic, and everything rhymed: 

it began: 

"Listen, my children aud you shall 
hear 

Why Dartmouth cohorts raise 
cheer on ebeer, 

They've reached the eud of a long, 
long trail — 

Dartmouth has finally beaten 
Yale!" 

John da Grassa, president of the 
American Football Institute, declares 
with vehemence that gambling on 
football games has become a national 
mania and is involving thousauds of 
young high school students at the mo- 
ment. To check all this, he would put 
a stop to the practice of sports writers 
"predicting" the outcome of games 
everywhere. 

“Favorites" in horse racing, win 
abont 35 per cent of tbe time, he says. 
Boxing favorites win 50 per cent of 
their contests, while In football, the 
favorites win about $5 per cent of the 
time. 

Culinary note: 

Just discovered at the University of 
Washington that a college man there 
has just one chance In 400 of marry- 
ing a girl with boms economics train- 
ing. 

Fairly Interesting. Now If they will 
show ths girls what chance they have 
of marrying a college man who can 
get a Job and support them, we might 
have something. 


purchased by the students on your 
campus. 

Before closing, I should like to toss 
at you a couple of other suggestions, 
for whatever they may be worth: 

1. If you want to Ingratiate your 
newspaper with lts advertisers and 
potential advertisers, both local and 
national, establish a special promo- 
tional or merchandising department 
on your staff. 

This department should be re- 
sponsible for conducting such inves- 
tigations as the one outlined above, 
and for any promotion of merchandis- 
ing cooperation required by your ad- 
vertisers or your national advertising 
representatives. 

2. Be rigidly honest in your inves- 
tigations of your market and lu your 
reports, even If they do. not turn out 


the way you had hoped they might. 
Nothing could Injure your publication 
more than a reputation for dlaliouesty. 

3. Cooperate fully with your na- 
tional advertising representatives, if 
you are interested in Increasing na- 
tional lineage. The only way In which 
they can interest new advertisers Is 
by selling your market to the prospec- 
tive advertisers. Surveys of brand 
preferences, and similar material, hon- 
estly obtained, are potent weapons In 
tbe hands of your representatives. 
Don't wait for your national represen- 
tatives to write to you asking for data 
on your market. Write to them and 
ask them what sort of Information 
would be most helpful to them, Re- 
mind them that you are eager for 
more national lineage, 

(Continued on page 4) 
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THE TEXT 


Facts In Conducting 

a Market Investigation 


5. Tag Hunt Week. Special tags, 
bearing the name of the paper, are 
printed and are affixed to an artick 
prominently displayed In the store of 
each advertiser for one week. Prizes 


Hayes Speaks to Students 

At Lowell Textile Institute 


e awarded to the readers turning in 

(Ctiijiiinii'd rituii page 3) maximum Interest. This plan was used alphabetised lists of advertisers, uril- 

hui cessfuliy by the "Sunflower 1 ', Mu- cles tagged and price of the article, 
A promotional coutest must appeal nj(ij . [jnivernlty 0 f Wichita, Wicblta, Prizes may be furnished by the news- ' 
to one or more of the following In- KanBaK year I pa p er or the advertiser, 

dmndL Rtt e.e^ aH LmVo7rtlvr C s^rR *• A lime), and ingenlus variant «I 6. Name Hunt. There are count 

, this plan was worked out by the less variations 

f rivalry among organized groups, 1 " IT, 1 


(Cunlm 


or individuals), ego (publicity ™VIEW at Oberlln College. Ober ln, of students are included In ads. and ^ k . £liemies ju t(u , UllHel) , A kind-hearted English vicar one 
Ui winners) and curiosity (puzzles, Ohio. A » P pr «« state retail sales when they present the ad and Identify AJ| undesjrab|e allell8 8houid day observed an old woman laborious- 

etc ). To be successful It must be cash w<>nl lllt0 «« ect and customers themselves they receive free merehan- |„ a <jepol'led In order to wake room for My pushing a perambulator up a steep 
Iv understood, simple In operation and w " l ' c Klve " 8tam,,fl UB receipts The dlze, theater tlckels, or cash awards. hoi|e8t une mpjoyetl American citizens, kill. He volunteered bis assistance, 
(air to ail competitors. « KV,EW ° ff * r<id ca8b 1 ’ rlze8 0 °, r ' The names should he worked into ad- ke citizens In the conn- and when they reached the top of 

„ alJe<lliat l publicized contest l.l-f *""**"«™ and I'.dlviduuls turning In vertlslng copy n such a manuer (hat wh)ch tt(fy lhelr llvl ng, the hill said, in answer to her thanks'. 

II.fi w..^L hol , Id "click" tlle nun,, . er ° f laX 8ta T f ^ ( ' V " b / hUt ““VT 5 ’. except in cerlain particular instances "Oh, Hs nothing at all. I'm de- 

} concerned. inarked **"*?•"* fmm merchants slble to And. Much the same plan has ()f dlplol)iats and person8 engaged lighted to do it. But as a little reward. 

I . n<Ium'i{aar1 1 vi » h a HRV1RW hnnTi WArlrp/l m»t hv (rarnfras uorv ff 


"d from page I) omlc, social and political tangents, 

subversive movements D ™racy can survive if the people 
in the United States, Tbe Department 1 
or Justice and other duly recognized 1 
. ‘" u ageneies of governmeut must be given 

tbls theme. Names * aMlMl 


> practice the Ideals of democ- 


legal power to enforce laws against 


Go To It, Vicar 


i the readers a 


1 1 who advertised In the REVIEW. 


but that's only half the buttle. No 
coniest Is worth a line of type unless 3 Capitalizing on the interest in 
It gives you proof of the puliing power I cryptographs and anagrams, the TECH 
of your puper, and unless the concrete TALK at Louisiana Tech. In Rouston, 
results are demonstrated to your ad- ' Louisiana sold a druggist a crypto-, 
vertlsers and prospects. In other graphic ad that offered a free malted 
words, follow through on any contests ' milk to each student bringing in 


been worked out by garages, service 
stations, etc., with the license number 
of cars being substituted for the 
names <ilj the students. 

7. A campaign call be worked out We live today in tbe power age. 
In which advertisements will contain There seems to be little excuse for 
typographical errors, and prizes can r scarcity lu the midst of plenty 


People who are citizens of a may I Mss the baby?" 
country owe their first allegiance to "Baby Lor' bless you, sir," sbe re- 
their own country. turned, "it ain't no baby, it's the old 

man's beer." 


Facts Are Facts 

be given to readers spotting and list- j order to maintain high standards of The reporter was sent to write up 

ing these mistakes. living there must be steady employ- a charity ball. Next day the editor 

8. So far as I know, the sliver dol- nicnt and a constant turn over of mer- called him to bis desk. 

l ar |,| ea |, as never been used by col- c,| andlse. Money should be earned to "Look here, what do you mean by 


you undertake, and work the results, correct solution of the puzzle. 500 

Into a seal sales story. students, ur 33 per cent of the read- 

,, , I era, brought In the solution, 

With that brier preamble, let me j 

give you a Skeleton outline of a fcw , ked L i^niany ways” Basicity lege publications, but It would be an .«!»«* r ° r economic needs and l.ix- tbis? 'Among the most beautiful girls 
successful promotional campaigns. | ^ ^ |# [o a certa , n nunjber 0 ‘ excellent publicity scheme and would >' ries - ■>' «>e “ear future probably in- was Horatio Lucian Dingley.' Why, 

1 The uward of cosh prizes to niurj£ed dollar bills in circulation and give definite proof of student spending. ,in8trjr wl11 establish a 30 hour work- you crazy Idiot! Old Dingley isn’t 

groups and / or individuals turning lu , to have l)|cm wortl , more than tbe | r The newspaper would arrange to cash ,nR week ' 

I hr. highest dollar and cents voiumc of fot . c val|lc t]le 8)0| . C8 ot c00 peratlng student checks or exchange normal The United States made progress 

duplicate sales tickets h'om advertl- ' nd , evt , 9erB Thc mlIllber8 or marks currency for silver dollars, and mor- over a period of years because there 

sera In Dip newspaper during a cer- 0II t , le blIl8 tan be llsted , n the ad . chants wouid he Instructed to record was a spirit of national co-operation 

lulu period of time. This plan gives ; v <.rtl S ements, and extra publicity ean’ t,le sllar P Increase In sliver dollar and at the same time a high degree 
advertisers tangible proof of the ct , le g)v( , n by lnK .|, lg tbe movements of volume. Advertising featuring "Silvev of rugged individualism was enjoyed 
llertlv uncus of their advertising In Urn ,| IC8C unis from day to day In feature Dollar" values can be solicited. by all citizens. We must cooperate 

college puper. It arouses student In j Mtorlc8i This plan ls obviously easier ™ s is far from a comprehensive with the stale In order to function as 
lorest In the udvertlscr. and furnishes [(j worfc m |n 8lnaller town9 or ln list of promotional contests, hut it may a nation of Integral parts. Checks and 
the paper with a real suits story, it . ■' serve to suggest some other Ideas. An , balances like the voice of minorities 

should be clearly explained to readers <lltles whe,c t,,e co,le6e shopping dis- a| . l)( , )e on 8peclal issues will be feat- 1 has a tc-ndeucy to keep people from 
and advertisers, and should lie limited trlct la distinct from the general busl- llre d j„ an early Issue of BUSINESS ' running wild after silly theories of 
to u short period of time to Insure ness district. REVIEW. chasing down blind alleys on econ- 


girl — and besides be's one of our prin- 
cipal stockholders." 

"I can't help that," returned the re- 
alistic reporter. "That’s where he was. 

Sign in a 
versatlon 


Wiseman: "Changing a tire, eb?" 
Hotstiiff:- “No, 1 Just get out every 
few miles aud jack It up to give it a 



vSau-car/ng Turkish leaf tobacco. The 
tobacco is strung leaf by leaf and hung 
on long racks like yon sec below. 


The Import Duty alone is 35 cents a pound 
— but Turkish tobacco is necessary to a good 
cigarette. 

The right amount of Turkish tobacco, blended 
with our mild, ripe home-grown tobaccos helps 
to give Chesterfields more aroma, helps to give 
them a more pleasing taste, 


/he aromatic Turkish tobaccos 
used in Chesterfield give 
them a more pleasing aroma 
and taste . . . 


Every year we import thousands of pounds 
from Turkey and Greece 


CH ESTERFI ELD— A BLEND OF 


MILD RIPE HOME-GROWN AND AROMATIC TURKISH TOBACCOS 


